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INDIANA GAS CARD PILOT 

Open House Events  
 

During the Open House events, the Indiana TAA team provided 
attendees the opportunity to view a video on their TAA benef its and 
services, receive informational packets, meet one-on-one with TAA 
SME’s to discuss their reemployment needs and schedule virtual or in-
person enrollment meetings with case management staf f . Partner 
service staff are also onsite to assist with those who may attend that are 
not TAA eligible with employment and training services.  

Indiana of f icially launched the gas card incentive pilot during March 
Open House events. These events included targeted outreach efforts to 
any potential 2015 law certified worker who appeared on a worker list, 
and who had not previously accessed any of  their TAA benef its.  

  

 

 

Gas Card Eligibility- Open House 
During the Open House event, TAA Unit staff required 
attendees to complete a survey in order to capture 
information such as customer motivators, distance 
travelled to the event, and education/employment 
status. Staff verified attendees as an eligible individual 
from a compilation of worker lists obtained from 
company contacts or UI records. Indiana mailed 
postcards to individuals on the list and asked the 
individuals to bring the post card physically with them to 
the event for verification of eligibility. If an individual did 
not bring the post card, our TAA Unit staff verified the 
individual from the compiled worker list. Once the TAA team verified the attendees eligibility and the survey was complete, the 
TAA team provided the attendee a gas card onsite. After completing the survey, individuals who attended watched a 10-minute 
presentation video on available TAA benefits and services (featuring past program success stories) and met one-on-one with 
TAA case management staff to discuss training eligibility and schedule in-person or virtual enrollment appointments.  

As part of the pilot, we made three gas card types (Indiana Members, Casey’s, and Speedway) available to ensure that no 
matter the locality of the individual, there was an option available that would best meet their needs.  

 

Outreach 
Each month, the Open House events targeted three local areas, as follows: 

March April 
 # Workers  # Workers 
Region 12 1,038 Region 1 647 
Region 2 950 Region 6 488 
Region 3 927 Region 7 625 

March Total: 2,915 April Total: 1,760 
 

 



 
INDIANA GAS CARD PILOT 

Outreach Methods 
 

 

 

 

 

 Post Card Example 
 

 

 

 

 

 

 

 

 

Social Media Example via Facebook, Instagram, and digital display ads 
 

 

Landing Webpage View available at www.in.gov/taa/orientation 

 
Note: Indiana decided not to advertise the gas card through 
social media to avoid ineligible individuals attending the event just to    
receive a gas card.  

 

 

 

 

 

 

 

 

 

Postcard Phone Calls 
and Text 

Messages 

Email Social Media 

http://www.in.gov/taa/orientation
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Email Example 
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Outreach Results 
 
             Postcards        Social Media & Display Ads         Webpage Hits 
 

  

Postcards 
Mailed 

  

Impressions Clicks CTR 

  
QR Code Organic 

Social 
Media 

Display 
Ads 

Other     

MARCH  MARCH  MARCH 23 6 1,866 550 43 

Region 12 2,076  Region 12 1,177,948 1,025 .09%  APRIL 11 10 1,090 1,432 22 

Region 3 1,854  Region 3 1,173,717 890 .08%        

Region 2 1,900  Region 2 1,268,928 965 .08%        

APRIL   APRIL           

Region 1 1,294  Region 1 TBD TBD TBD        

Region 6 976  Region 6 TBD TBD TBD        

Region 7 1,250  Region 7 TBD TBD TBD        

 
  

Phone and Email Outreach 
 

 

Total 
Outreach 

Calls 

Left               
Voicemail 

Unable 
to              

Leave                
Message 

Emails 
Sent 

Emails 
Returned 

Undeliverable 

Text 
Messages 

Sent* 

Not 
Interested 

Referred 
to AJC or 

Other 
State TAA 

Contact 

Customer 
Interested 

Attended 
Open House 

Event 

Outcome 
% 

MARCH 

Region 12 597 274 223 288 14 N/A 45 1 54 10 1.7% 

Region 3 562 251 224 351 96 N/A 52 4 31 5 .89% 

Region 2 483 246 141 98 4 N/A 52 3 41 12 2.5% 

APRIL            

Region 1 188 97 59 41 2 0 23 1 8 4 2.1% 

Region 6 282 147 78 92 5 142 30 1 26 14 5.0% 

Region 7 250 118 60 19 0 40 53 0 19 14 5.6% 

 
*While text messages may have been utilized by outreach staff during March outreach efforts, Indiana TAA Unit did not begin tracking text messages until mid-April.   
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Open House Survey Results (March and April) (attendees could select multiple answers to reflect “all that apply” for the last three survey questions) 
 
 
  
 
 
 
 
 
 
 
 
 

  

 

  

  

 

 

 

 

 

 

 

 

 

 

 

 

 

13%

60%

7%

20%
< 1 month

2-6 months

7-12 months

Over 1 year

51%
34%

9%

3% 3%

1-9 miles

10-20 miles

21-30 miles

31-40 miles

Over 40 miles

37%

25%

20%

15%

2% 1% Training Benefit

Gas Card

Job Search/ Relo

Case Mgmt

Partner Services

Informational Only

42%

26%

18%

6%
4%
3%

1%
Phone Call

Email

Postcard

Text Message

Former Co-Worker

Social Media

Vet Rep

41%

25%

13%

8%

7%
2% 2% 2% HSD/HSE

Some College

BA/BS Degree

AS/AAS Degree

Tech Cert

Masters Degree

Less Than HSD/HSE

Prefer Not to Answer

66%

27%

5% 2% Reemployed Full
Time

Not Working,
Seeking
Employment

Reemployed
Part Time

Recalled/Never
Laid Off

What motivated you to attend? How far (one-way) did you travel to attend? 

What is your current employment status? If unemployed, how long? Highest Level of Education 

How did you hear about the Open House? 
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Gas Card Eligibility- Application  
In addition to providing gas cards to those that attend an Open House event, Indiana is offering gas cards to those who enroll with the TAA program to receive, at 
minimum, case management services. While meeting with a TAA case manager for program enrollment, staff required eligible individuals to complete a survey in 
order to capture information such as customer motivators, distance travelled to meet with case manager, and education/employment status. Af ter completing the 
program enrollment, TAA case managers provided the Indiana TAA Unit a copy of the program application to verify eligibility and compiled the survey results. 
Once the Indiana TAA Unit verif ied eligibility and the survey was complete, we provided the gas card to the individual via FedEx.  

Three gas card types (Indiana Members, Casey’s, and Speedway) were made available to ensure that no matter the locality of the individual, there was an option 
available that would best meet their needs.  

Application Survey Results (March and April) (attendees could select multiple answers to reflect “all that apply” for the last three survey questions) 
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Text
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44%
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Training Benefit

Case
Management

Job Search/
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Gas Card
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44%

3%

Employed FT

Unemployed

Employed PT

42%

33%

17%

8%

< 1 month

2-6 months

7-11 months

Over 1 year

What is your current employment status? If unemployed, how long? Highest Level of Education 

How did you hear about TAA? What motivated you to apply for TAA? How far (one-way) did you travel to meet with a case 
manager? 

50%

17%
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12%
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Some College

Tech Cert

AS/AAS degree

BA/BS Degree

Masters Deg or +
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Open House Outcomes 
The below chart represents Open House attendance for February-April 2023. Indiana will update this table monthly 
to show cumulative totals of  all Open House events occurring in 2023 as part of  this gas card pilot.  

March Open House attendance increased by 145.5% when of fering the gas card incentive.  

April Open House attendance increased by 190.9% when of fering the gas card incentive.  

 

 

 

 

 

 

 

 

 

 

 

Program Application Outcomes 
The below chart represents TAA program applications for February-April 2023. Indiana will update this table 
monthly to show cumulative totals of all application/enrollments occurring in 2023 as part of  this gas card pilot. 

March Program Applications increased by 633% when of fering the gas card incentive.  

April Program Applications increased by 366.7% when of fering the gas card incentive.  

 

 

 

 

 

 

 

 

 

 

 

  

0

5

10

15

20

25

February March April

Program Applications

February March April

0

5

10

15

20

25

30

35

February March April

Open House Attendance



 
INDIANA GAS CARD PILOT 

Identified Best Practices and Areas of Opportunity 
Throughout the pilot project, we have identif ied some outreach methods and change in processes that 
we believe have led to higher engagement rates. Below is an outline of the areas identif ied and 
actions that we will be taking in future engagements: 

• 66% of the Open House attendees in April were individuals who received a follow-up reminder 
outreach contact via phone call and/or text message within 24 hours of the event.  Previously, 
outreach staff was conducting most engagement within a week or two prior to the event. During 
the May outreach, Indiana will continue to do the post card, phone, and email outreach in 
advance of the events, however, we will be conducting follow-up reminders 24-48 hours prior 
to all events via phone call and text message for all individuals that have indicated interest or 
has a valid working phone number.  
 

• Identif ied approximately 282 Veteran’s out of previously enrolled individuals (2015 law 
certif ication that had not utilized their training benefit) and coordinated with JVSG DVOP staff 
to conduct outreach to these veterans to offer JVSG assistance and let them know that they 
had TAA benefits remaining. We have currently received five referrals to TAA case 
management staff for assistance.  
 

• Compiled a list of all Indiana TAA certif ied employers within the last 20 years and provided list 
to local office staff for implementation during RESEA one-on-one meetings. TAA case 
management staff are also attending all RESEA meetings to help identify past eligible workers. 
 

• In February and March, we utilized virtually all Indiana staff to conduct outreach. In April, we 
decided that we needed to realign staff duties to best support a positive outreach experience 
for the customer and utilize staff that were most successful with their outreach outcomes. We 
identif ied a select group of staff to focus solidly on outreach for these events.  We have 
realigned caseloads to other staff that are not as strong at outreach, which has allowed us to 
keep most of our TAA staff dedicated to TAA. WE believe that this alignment has supported 
our staff as well as placed Indiana in a position to be even more successful with our outreach.  
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